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Franchising: One
way to buy a job
With the continuing high
employment rates, a trend is
emerging for people who have
the ability “buy a job.”
According to
www.entre-
preneur.com,
some of the
unemployed
are turning to
franchising
as a means
to obtain a
job. This may
seem a little
extravagant for someone
who is unemployed because
franchises are so expensive.
Or are they?
Start-up costs can be
expensive if you’re looking at
something such as a Hamp-
ton Inn, 2010’s No. 1-rated
franchise. Its startup costs
run between $3.7 million and
$13.1 million, a hefty amount
for anyone, employed or not.
A Hampton Inn is not the
type of franchise individu-
als are using to buy their way
out of unemployment. These
entrepreneurs are looking at
less expensive franchises.
In its lists of Top 10s, entre-
preneur.com has a group of
inexpensive franchises with
startup costs for seven of them
that range from $2,980 to
$9,020 on the low end.
Of course, the startup costs
can be more, depending on
the investor and the options
he decides to implement.
For example Vanguard
Cleaning Systems, ranked
No. 1 on the Low Cost
Franchise list, ranges from
$8,200 to $38,100 in startup
costs. Other rankings for the
company include No. 7 on the
Franchise 500 rank, No. 5 on
the Fastest Growing Fran-
chises, and No. 6 on America’s
Top Global Franchises.
This is a perfect example of
a franchise that individuals
are using as an avenue to buy
their way out of unemploy-
ment.
Whether you are unem-
ployed looking for a way to
buy back to employment, hold
the entrepreneurial spirit
seeking an investment where
you can be your own boss,
are a mom looking for a way
to stay home with the kids or
a retiree searching for a way
to supplement your income,
franchising may be an option.
You may wonder whether
buying a franchise is essen-
tially a guarantee of success.
The answer is no, but the odds
are in your favor. You receive
a business model as part of a
franchise, plus so much more.
As part of the fees and
royalties charged by most
franchisors, you typically
receive training, which can
vary in length depending on
the company and complexity
of the business.
Ongoing support comes
through things such as news-
letters, toll-free phone lines
to generate leads for you and
field operations and evalua-
tions.
Regional advertising is
usually part of the deal as well
as an initial customer base.
Exclusive territories are avail-
able for most of the franchises
with areas as small as a single
zip code or as broad as a des-
ignated market area.
Most are seeking franchi-
sees nationwide but, for the
adventuresome, some want to
develop internationally.
The key to success is know-
ing which franchise is worthy
of your investment. Rapidly
growing franchises have three
key characteristics in com-
mon: low investment, rapid
break even and high margins.
If you are looking at fran-
chising as an opportunity to
cut your work hours, think
again.
One fallacy of owing your
own business is flexibility of
time. Yes, that can be true
after years of operation, but
it’s rarely the case with a
developing business. In fact,
many of the franchises will
not contract with an absentee
owner.
For more information about
franchising, go to www.entre-
preneur.com.
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